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EMCORE boosts position in solar cells via 
Tecstar acquisition 
EMCORE Corp. (Somerset, NJ, 
USA) is to acquire certain assets 
of the Applied Solar Division 
business of Tecstar, Inc. (City of 
Industry, CA, USA). 
This will make EMCORE the 
world’s largest independent 
solar panel integrator, the com- 
pany estimates.Terms include 
EMCORE paying $2 1 m for the 
solar cell business and opera- 
tions of Tecstar. It will also verti- 
cally integrate all aspects of 
satellite solar panel construc- 
tion within EMCORE and pro 
vide EMCORE with solar panel 
manufacturing expertise with a 
proven flight heritage dating 
back to 1958. 
The acquisition enables 
EMCORE to further penetrate 
the satellite communications 
market by expanding the com- 
pany’s product offerings to 
include CICs (cover intercon- 
nect cells) and solar panels. 
EMCORE will now offer solar 
array integrators and satellite 
manufacturers a single supply 
source to meet their power 
requirementsThe solar panel 
array is a critical sub-assembly 
in satellite manufacturing.The 
greater the efficiency (light-to- 
energy conversion) in a solar 
panel, the more transponders a 
satellite can supportThis re- 
sults in more capacity to trans- 
mit data and a corresponding 
increase in satellite revenues. 
EMCORE currently manufac- 
tures the most efficient radia- 
tion hard solar cell in the 
world, with a beginning of life 
efficiency of 27,5%.Tecstar, the 
industry’s first solar cell manu- 
facturer for space applications, 
has an impressive 40+ year his- 
tory of providing fully integrat- 
ed solar panels that have pow- 
ered many well known space 
programs such as the NASA 
Mars Pathtinder. With proven 
flight processes and solar panel 
service to all major satellite 
solar array integrators in the US 
and most international suppli- 
ers,Tecstar’s experience and 
firmly established track record 
with customers will be para- 
mount to EMCORE’s increasing 
success in the satellite commu- 
nications sector. 
Reuben E Richards, Jr., President 
and CEO of EMCORE, said, 
“EMCORE has the most 
advanced solar cell technology 
available today. By acquiring 
Tecstar, we are combining our 
industry-leading technology 
with Tecstar’s proven flight her- 
itage to offer manufacturers an 
- 
integrated solution to meet all 
of their satellite power needs 
from a single source.As a result 
of this added capability, 
EMCORE will play a more 
direct role in a satellite’s on- 
orbit success.” 
Bryan Borgardt,VP and CFO of 
Tecstar, added, ‘We are excited 
that the Tecstar heritage will 
continue under the leadership 
of EMCORE, where our team 
can combine its experience 
with EMCORE’s innovative pho 
tovoltaic technology to create 
the best solar panels available. 
We are confident that 
EMCORE’s leading solar cell 
technology will provide the 
building blocks to achieve great- 
er satellite performance, while 
Tecstar’s history of success with 
major satellite providers will 
enhance these efforts.” 
GaAs IC suppliers reveal plans for market recovery 
When trying to find signs of 
recovery one has to look at 
what the OEMs are saying. For 
GaAs MMICs that means the 
Top Five handset makers. Nokia 
(Helsinki, Finland) increased 
sales 15% this year after a weak- 
er first quartetThe Number 1 
handset maker reported Euro 
1.63bn (US$l.43bn) fourth 
quarter pretax profit. 
One good sign for its workers 
is that it says it expects to keep 
to current levels of outsourcing 
production of mobile phones 
and networks, despite moves by 
rivals to outsource more. It 
presently outsources around 
20% of its handset and 60% of 
networks manufacturing.This is 
said to be low compared to 
Motorola and Ericsson. 
It reckons that these businesses 
will see growth of about 15% in 
2002. 
Fellow Scandinavian Rrlcsson 
(Stockholm, Sweden) fared less 
well having recently reported 
the first annual loss in its history 
but is forecasting a return to 
profit in 2002. Ericsson is a good 
barometer because it is not only 
the third biggest handset maker 
but also the worlds biggest pro- 
ducer of mobile networks. 
Not surprisingly Ericsson has a 
more sanguine outlook than 
Nokia while Motorola, the Num- 
ber 2 handset supplier appears 
to be siding more with Ericsson 
than Nokia according to analysts. 
Consumers have continued to 
be difficult to persuade to take 
up next-generation handsets 
and the hard-pressed service 
providers are not yet imple- 
menting infrastructural invest- 
ments.The two factors are 
intertwined and 3G is unlikely 
to emulate the success it 
deserves while the data han- 
dling is limited by bandwidth 
LimitationsYet the providers 
cautiously reserve investment 
until they are more sure of the 
market taking off. It is a ‘chick- 
en and egg’ situation. Overall, 
the communications sector is 
still suffering from excess 
inventory and weak demand. 
It is hurting the whole industry 
as factories close and large- 
scale new orders for compo- 
nents seem still out of reach. 
Nevertheless, there are nuggets 
gleaming in the gloom which 
would make the eternal opti- 
mists forecast better times by 
mid-year. It is in this environ- 
ment that chip suppliers are 
making their plans and trying 
to boost fortunes with new 
deals, restructuring of their 
own. 
Anadiglcs Inc., (Warren, NJ, 
USA) has had to endure a quar- 
terly loss but is optimistic of a 
recovery and implementing its 
plans to ensure it grows the 
business. 
It has reduced fourth quarter 
total operating expenses from 
previous quarters. New moves 
include outsourcing of its pro 
duction RF testing operations 
to SE Asian partner Universal 
Communication Technology, 
Inc., in Taiwan. 
Under the agreement,Anadigics 
will transfer the majority of its 
production RF testing operation 
closer to the Company’s module 
assembly plant in S.E Asia, 
which will add considerable 
efficiencies to Anadigics’ device 
manufacturing and further 
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reduce product cycle times and 
manufacturing costs.All GaAs 
wafer fabrication will remain at 
the Company’s headquarters in 
Warren, NJ, along with in-house 
RF testing and assembly capabili- 
ties for fast turnaround of engi- 
neering prototypes. 
President and CEO Bami Bastani 
added that, “We are heartened 
to see signs of a recovery in the 
cable and broadcast markets 
and are fully booked to meet 
our first-quarter cable revenue 
target”. 
Efforts to grow its wireless busi- 
ness while controlling costs 
look encouraging for Anadigics’ 
recovery this year. 
Fellow East Coast MMIC suppli- 
er, RP Micro Devices (Greens- 
boro, NC, USA) is in an optimis- 
tic frame of mind as the New 
Year began. It expects 2002 
handset sales to rise by 10 to 
20%. 
It saw revenues for the quarter 
of $100.6m.This is a sequential 
increase of over 2% for the earli- 
er quarter. Gross profit margin 
increased sequentially 170 basis 
points to 38.7% from 37.0% in 
the prior quarter. During the 
corresponding quarter of fiscal 
200 1, gross profit margin was 
47.0%. Gross profit for the quar- 
ter increased 6.9% sequentially 
to $38.9m, vs. $36.4m for the 
prior quarter, i.e. an increase of 
3.6%, vs. $37.5m for the 2001 
corresponding quarter. 
RFMD has incurred start-up 
costs as part of its restructuring 
and re-positioning. 
These relate to startup costs for 
its facility in China and one 
month of startup costs related to 
a second fab. Construction of 
the China facility is expected to 
be complete in the fall of 2002. 
Such investments will be busy 
given that RFMD says it is cur- 
rently fully booked for the low 
end of that range. Over the year it 
expects to boost market share in 
the power amplifier sector. It also 
plans to expand its content in 
handsets beyond power amp 
lifiers and diversify into new mar- 
kets while adding new cus 
tomers.Ambitious plans but this 
is backed up by the contention 
that RFMD MMICs are in more 
handset models than at any other 
time in its history Its PAS have 
been designed into several new 
handset platforms, most of which 
will ramp in the March quarter. 
It also expects production ship 
ments of small signal devices in 
the March quarter will be across 
all major air interface standards, 
including GSM. It has also 
begun sampling a triple-band 
GSM/GPRS integrated radio 
chipset which has met with 
good customer reaction thanks 
to having signihcantly fewer 
components than current com- 
petitive solutions. 
Other key areas for RFMD’s di- 
versification plan include wire- 
less IAN products and products 
from its acquisition of IBM’s GPS 
assetsAlso this quarter, it will 
begin sampling Bluetooth prod- 
ucts, and revenues related to 
Bluetooth are expected later this 
calendar year. 
Also of interest to this magazine 
will be RFMD’s enthusiasm for 
GaN: ‘We believe GaN will be a 
disruptive technology in the 
development of high-power 
base station amplifiers for the 
wireless infrastructure market. 
GaN devices ate capable of 
operating at high frequencies 
and high power densities, and 
we expect our GaN process will 
help increase our share of the 
wireless infrastructure market.” 
Finally, RFMD has scored a 
‘major handset win with a tirst- 
tier manufacturer’.Though not 
identified it has already begun 
shipments. More such 
announcements with other 
handset makers will follow 
soon.This will not only boost 
overall market share but reduce 
its reliance on its big customers 
Nokia and Motorola. 
Another Nokia supplier, (to the 
tune of 15% of revenues) 
TaQuint Semiconductor Inc. 
(Hillsboro, OR, USA) is a more 
diversified company with inter- 
ests in both of the hard-hit sec- 
tors, wireless and fibre. Not sur- 
prisingly, it reported a fourth- 
quarter net loss of $59.6m. It 
expects to break-even or show 
a slight per-share loss in the first 
quarter in 2002. Revenue 
dropped $65.4m in the fourth 
quarter, down from $ I36.6m 
the previous year. It is anticipat- 
ing revenues of the order of 
$65m in the first quarter. 
It was hit by write downs in 
2001 as well as unutilised manu- 
facturing facilities. In handsets, 
while it is strong in CDMA and 
TDMA it has to bring up its 
offerings in GSM now that this 
is becoming more popular in 
North America. 
A company even more reliant on 
network products, VItesse semi- 
conductor Corp. (Camarillo, CA, 
USA) has also been hit hard. It 
saw a firstquarter loss ($24.3m) 
with sales below a quarter of 
what they were a year ago. Sales 
dropped to $39. lm from 
$I65.Im a year before. 
Nevertheless at financial meet- 
ings with investors CEO Lou 
Tomasetta was said to be ‘cau- 
tiously optimistic about 2002’. 
He reserved judgement on 
when Vitesse would return to 
profitability: “We still have a 
long way to go both to reach 
break even and to get to the lev- 
els that we think the market 
will get back to over the next 
one to two years.” 
To conclude on a happier note, 
Conexam (Newport Beach, CA, 
USA) published revenues of 
$229.5m for the first quarter of 
fiscal 2002. Its revenues 
increased 14% from fourth quar- 
ter fiscal 2001 revenues of 
$201.0m which beat the 10% 
sequential growth expectation 
established in the company’s 
mid-December updated out- 
look. First fiscal quarter rev- 
enues were driven by strong 
performance in the company’s 
wireless communications busi- 
ness, which recorded sequential 
growth of 42%, and supported 
by solid sequential growth in its 
broadband access business of 
8%. 
Nevertheless, the pro forma net 
loss for the first quarter was 
$107.7m. 
“During the course of the quar- 
ter, as our business strength- 
ened progressively, we 
increased our revenue guidance 
twice, first from our original 
expectation of 3-5% growth to 
5-7%,” said Dwight W. Decker, 
Conexant’s chairman and CEO. 
The company is one of the 
more upbeat with an outlook 
for 10% sequential growth. 
Conexant’s first fiscal quarter 
sequential revenue, which 
increased by 14%, was driven 
primarily by the sequential 
growth of 42% in its wireless 
communications business.This 
attributes to a strong competi- 
tive position in power ampli- 
fiers, RF subsystems, and com- 
plete GSM system solutions. 
What the future holds for 
Conexant’s MMIC portfolio will 
undoubtedly depend on the 
plan to merge its wireless busi- 
ness with that of Alpha 
Industries Inc. Fellow suppliers 
in the industry will watch with 
interest how this unprecedent- 
ed move develops. It will create 
the ‘pure-play world leader in 
RF and complete semiconduc- 
tor system solutions for mobile 
communications applications’ 
boasts the newly-weds. 
Alpha and Conexant currently 
anticipate that the merger will 
be completed in the second cal- 
endar quarter of 2002.The com- 
pletion of the merger remains 
subject to approval by Alpha 
shareholders, receipt of a ruling 
by the IRS that the Conexant 
wireless business spin-off quali- 
fies as tax-free and satisfaction 
of all other closing conditions. 
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